The well-documented growth of international student mobility has been paralleled by the emergence of so-called 'transnational education' (TNE), in which universities deliver their educational services to foreign students in their own countries, rather than the students travelling to the foreign university to study. While universities have engaged in limited TNE for decades (notably correspondence-based distance learning courses), transnational activity has expanded significantly over the last 20 years since the advent of the internet and the emergence of partnership-based models in which a third party delivers a franchised or validated programme. In this paper, we investigate the increasing complexity and multidimensionality of TNE partnerships, developing a new three-spectrum framework for conceptualising this activity. We argue that this new framework provides a more tractable way of understanding and analysing the 'new internationalisation' of higher education.
Introduction
The global market for higher education has grown dramatically over the last 30 years, from approximately 50 million enrolments in 1980 (UNESCO, 1998) to 183 million by 2011 (UNESCO, n.d.). Higher education has been widely seen by national governments as a way of raising economic productivity and encouraging technological innovation (Stevens and Weale, 2003; McMahon, 2004; Gürüz, 2010; BIS Department, 2011 . For students, higher education is a passport to a successful career in the global knowledge economy and significantly enhanced lifetime earnings (Mincer, 1974; Psacharopoulos and Patrinos, 2002; Moretti, 2004; OECD, 2013) . A dominant driver of this growth has been the mismatch at national level between supply and demand in the developing world, with growth in demand outstripping supply by the domestic higher education sector, forcing increasing numbers of (mainly the most affluent) students overseas to study (Mazzarol and Soutar, 2002; Bennell and Pearce, 2003; Altbach and Knight, 2007; Li and Bray, 2007; Zheng, 2014) .
In countries like the United Kingdom, Australia, New Zealand and Canada where public universities have been allowed to charge differential, full-cost tuition fees to international students, supply has expanded to absorb rising numbers of students from the developing world. While the United States has the largest number of international students (709,000 in 2011), this represents only 3.4% of total US enrolments, some way below the OECD average of 6.9% in 2011 (OECD, 2013) . The latest figures show 4.3 million students studying in universities outside their own country, of whom 2.3 million had moved from outside the OECD to study in high-income OECD countries (OECD, 2013) .
With the advent of the internet and the development of franchise-based partnership models in the early 1990s, a new form of international mobility emerged in the shape of transnational education (TNE) or cross-border higher education, in which foreign courses, faculty and even university campuses travel abroad, rather than students (Knight, 2005 (Knight, , 2007 (Knight, , 2012a Drew et al., 2006; Doorbar and Bateman, 2008; Naidoo, 2009; British Council, 2012 . The huge growth in online distance education is one example of this trend, with HESA (n.d.) reporting 124,000 offshore students studying for UK higher education qualifications in 2012/2013. The growing number of leading universities with foreign campuses is notable, with the University of Nottingham's campuses in Semenyih (Malaysia) and Ningbo (China), and the emergence of educational hubs like Dubai International Academic City and Iskandar EduCity (Malaysia), which host foreign universities providing striking examples (Lawton and Katsomitros, 2012) .
In principle, TNE opens up a massive potential market for higher education. As it is generally much cheaper for students to study in their own countries, TNE makes higher education accessible to a new group of students who are either unable (for financial or visa reasons) or unwilling (for family or cultural reasons) to travel overseas to study. TNE holds out the promise of a new market for universities prepared to offer courses overseas. For host countries, it increases the absorptive capacity of local higher education markets and, through greater competition (and collaboration), may spur improvements in the quality of incumbent domestic institutions (Vincent-Lancrin, 2007; British Council, 2013) .
The growth of TNE has profound implications for policymakers in both home and host countries. It has the potential to rebalance the global higher education market, allowing more students to study in their own countries and reducing costs to developing countries in terms of foreign exchange (British Council, 2013) . In principle, TNE may also reduce risks of 'brain drain', since students who travel to and live in foreign countries for study are more likely to develop the language skills, cultural competencies and social capital to remain and work overseas after graduation (Knight, 2012b; Tsiligiris, 2013) . This effect may however be partially offset by the increased international mobility of TNE graduates who would otherwise have been unable to gain an overseas degree (Lien, 2008) .
Understanding these implications depends, in turn, on understanding the organisational forms that TNE can take and the way these are changing over time. This paper reviews the existing typologies that provide the 'lens' through which we view TNE and suggests, based on a discussion of the limitations of these typologies and analysis of approximately 60 case studies of contemporary TNE partnerships, a new conceptual framework for analysing TNE.
An Overview of TNE
TNE involves students studying for the award of a foreign university while remaining in their home country. It embraces 'all types of higher education study programmes, sets of study courses, or educational services (including those of distance education) in which the learners are located in a country different from the one where the awarding institution is based' (Council of Europe, 2002) .
While relatively few home or host governments collect official statistics on TNE enrolments (Garrett and Verbik, 2004; Altbach, 2007; Naidoo, 2009) , most studies have nevertheless found evidence of systemic growth in TNE (e.g., Bennell and Pearce, 2003; Knight, 2005; Martin, 2007; Humfrey, 2009; Naidoo, 2009 ). The Observatory on Borderless Higher Education regularly undertakes surveys of different aspects of TNE (e.g., Garrett, 2002; Verbik and Merkley, 2006; Lawton and Katsomitros, 2012 ) and these show a steady growth in the number of international branch campuses (IBCs) being set up by universities in third countries. The British Council (2013) noted that, by 2011/2012, the United Kingdom's TNE sector had grown to '1,395 "TNE programmes", plus 73 "overseas campuses" and 454,473 "TNE students" (excluding distance learning)' (16).
Current Typologies of TNE
HESA reports statistics for students studying 'wholly overseas' at UK higher education institutions (HEIs) using five categories:
1. Overseas campus 2. Distance, flexible and distributed learning 3. Other students registered at HEI 4. Overseas partner organisation 5. Other students studying overseas for HEI's award While overseas campus and distance, flexible and distributed learning are self-evident, categories 3 and 4 are less so. The HESA (n.d.) website defines 'other students registered at HEI' as relating to 'collaborative provision with an overseas partner organisation(s) … [including] "franchised" provision, consortia and joint Nigel Healey and Lucy Michael Analysing Transnational Education 371 award arrangements'. 'Overseas partner organisation' is intended to capture 'students [who] are not registered students of the reporting institution but are studying overseas for awards of the reporting institution' (HESA, n.d.), including students studying at a validated centre, where the partner is responsible for the curriculum, the teaching and the assessment, subject to oversight by the validating UK university. Table 1 provides a breakdown of TNE students studying for UK awards by type of delivery. It shows strong growth in all forms of TNE delivery, particularly in students studying with 'overseas partner organisations'. The particularly high growth in overseas partner organisations (up by over 1,000% since 2007/2008) however relates to the so-called 'Oxford Brookes' effect (Healey, 2013) . Oxford Brookes University includes in its count ACCA students, who are eligible to 'top up' their accounting diplomas to an Oxford Brookes degree by completing a dissertation, as being registered with a partner organisation.
There are two widely recognised typologies that are used to classify TNE. The first, closely aligned to the HESA approach, recognises four distinct forms of TNE: distance learning, franchising, validation and IBCs (e.g., Bennell and Pearce, 2003; Knight, 2007; Drew et al., 2008) . This typology is widely used by national quality assurance and regulatory bodies. Although the precise terminology varies from one educational jurisdiction to another, the common theme is that it classifies TNE by the directness of the relationship between the university and student (e.g., does the university have a direct relationship with the student, as in distance learning, or only indirectly, as in the case of a validated centre that acts as an intermediary?). The first typology (hereafter, the '4F framework') comprises four forms of TNE:
1. Distance learning: Students study the university's award at distance, with learning materials supplied to the student via mail or internet. 2. Franchise: The franchisee is a foreign partner authorised to deliver the university's degree on its behalf (Yorke, 1993; Edwards et al., 2010) . 3. Validation: The validated centre is a foreign partner that develops and delivers its own programme with the degree 'validated' by the university, effectively allowing the partner to offer its programme as if it were the degree of the awarding university. (Gore, 2012; Lane and Kinser, 2012; Lawton and Katsomitros, 2012) .
The alternative dominant typology, based on General Agreement on Trade in Services (GATS) categories, classifies international trade in services by the way in which a service provider can, in principle, deliver services to a foreign citizen (Tilak, 2011) . In the context of higher education, the GATS categories can be broadly interpreted as:
1. Mode 1 (programme mobility): Universities supplying educational services across borders directly to students in their home countries, via distance learning. 2. Mode 2 (student mobility): Students consuming the education services by moving to the country of the awarding university. This is the only GATS mode that is not TNE, since in this category, the students travel to study and become classified as 'international students' at the home campus. 3. Mode 3 (institutional mobility): Universities supplying educational services to students in their home countries through an in-country service provider. This in-country presence may range from a local college, which offers degrees on a franchised or validated basis (see above), to the university establishing an IBC in the foreign market. 4. Mode 4 (staff mobility): Universities send staff abroad for short periods to deliver educational services to students in their home countries, normally in rented spaces; this is also known as 'flying faculty' (Seah and Edwards, 2006 ).
As Table 2 shows, the GATS typology can be fairly easily mapped against the 4F framework. It might be argued that it has less analytic value, since it classifies three very different forms of TNE -franchise, validation and IBC -into one mode. On the other hand, it identifies another common form of TNE, the 'flying faculty' model, which is absent from the 4F framework.
Typologies provide a way of making a diverse range of activities easier to understand by grouping things with the same general characteristics together and treating them as if they were the same. In the case of TNE, the 4F typology is widely used by regulatory bodies to assess the risk to the quality of provision. For example, the Chinese Ministry of Education does not recognise degrees studied by distance learning, in case quality is inferior to campus-based programmes (Dergacheva, 2013). Universities routinely use the 4F typology to plan their forms of market penetration, balancing reputational against financial risk. For example, an IBC may be more financially risky than a franchise, but the university is better able to guarantee the quality of student experience, lowering the risk of reputational damage. The same issues can be reframed within the GATS typology. Universities may evaluate opportunities to reach small niche markets (e.g., executive MBAs) as a strategic choice between Modes 1 and 4. From a taxation perspective, Mode 1 TNE is challenging to host governments because they cannot tax providers in the way they can with Modes 3 and 4.
Both typologies have considerable analytic value, depending upon the purpose for which they are being used. Risk-based and financial assessments are unsurprisingly widely used in order to map the challenges to the viability or reputation of the partners involved. But the value of these typologies is potentially challenged on two grounds. The first is that they are silent on the motivation of the home university and the host government in relation to the TNE activity. The reasons why universities engage in TNE and why host governments allow foreign universities into their regulatory space vary (Larsen et al., 2004; McBurnie and Ziguras, 2009; Knight, 2011; Wilkins and Huisman, 2012) . From an analytical perspective, viewing all franchises as being the same in terms of say, reputational risk, is unfounded given the range of motivations of both the university and partner. If the university is purely motivated by commercial considerations and the private partner has a short-term, profit-maximising objective, then the risk of quality being degraded is high. But if the university has a long-term goal to aid the development of higher education in the country, perhaps supported financially by an international aid agency, and the partner is a public college, then the risk profile is significantly different.
Second, the dominant typologies assume that the types of TNE are mutually exclusive, so that each can be neatly classified as, say, a franchise or a validation or Modes 1 or 3. Given the rapidly changing technological infrastructure within which individuals develop and share knowledge, and the responsiveness of universities and their partners to the changing pattern of student demand and shifts in the regulatory landscapes, it seems likely that new forms of TNE may be emerging that cannot be easily understood within the existing typologies.
In seeking to better understand the direction of change in the purpose and nature of current partnerships, we set out to construct an alternative lens through which TNE collaborations can be viewed. The research question is: Can we use an inductive, exploratory approach to develop an alternative conceptual framework for analysing TNE partnerships? The purpose of the conceptual framework is to better assist university decision makers in making strategic choices about the nature of the transnational partnerships with which they engage and the way these might evolve over time, by focusing on the dominant characteristics of the TNE activities rather than either the university's degree of control over the provision (4F framework) or the mode of service delivery (GATS typology).
Methodology
The problems of exception and ambiguity identified in the two existing typologies called for a methodological approach, which directly addresses these issues. We sought to depart from observational analytic descriptions in the first stage of our research design and identify the key characteristics of contemporary partnerships from the descriptions of individuals most closely involved with these arrangements.
To explore the changing shape of TNE partnerships, a number of 'experts' were invited to contribute short 500 word case studies of a TNE partnership with which they are directly involved. In this case study, they were asked to describe the features of the partnership arrangements. The structure of the case study was deliberately open, to avoid responses being constrained by preconceived views on the most important features of a TNE partnership. Crucially they were also restricted in word length to facilitate identification of the most important aspects as identified by each participating expert.
The participants were members of the LinkedIn community (www.linkedin.com), all of whom are employed in managing TNE partnerships and known to the authors. Individualised requests were sent to approximately 100 connections with senior roles in TNE. The response rate was approximately 80%, of whom about 40 were able to provide the case studies within the time frame. Of these, 29 were in a usable form, with some discarded because of poor English or incompleteness. These cases were analysed to see how they fitted against the two main typologies (Table 3) .
In the second stage, the qualitative coding software, NVivo, was used to facilitate multiple coding strategies, recoding as new analytic categories were developed. Thematic codes were refined to create a series of categories that could describe each partnership and facilitate comparative analysis. Iterative coding of the materials resulted in 15 analytic categories being adopted in the final stage, with multiple descriptive nodes within each category to preserve the complexity of the described arrangements. The categories included: Private/Public Status; State Involvement; Initial Model; Model Change; eLearning; Staff Mobility; Language; Student Population; Student Mobility; Subject Range; Research Collaboration and categories separately identifying levels and formats of undergraduate, postgraduate taught and postgraduate research provision.
To address the research question, the selection of cases was expanded for the second stage to include a further 28 case studies derived from QAA Audits of Overseas Provision published between 2010 and 2013. These were analysed using the new adopted categories, first ensuring that the categories were inclusive enough for wider use, and second, to compare trends across all 57 cases.
Results from First Phase Survey
The analysis of the 29 LinkedIn case studies revealed the extraordinary diversity and complexity of the TNE partnerships that have developed around the world. Although Al Farabi Kazakh National University
about half the partnerships involved a UK university, the host countries represented included a wide range that included, using standard World Bank definitions, high-income countries (Czech Republic, Hong Kong, Italy, Singapore), uppermiddle-income countries (China, Malaysia, Kazakhstan), lower-middle-income countries (Uzbekistan) and low-income countries (Botswana, Madagascar). Moreover, the landscape of higher education in these countries varied markedly, with participants citing a diverse range of strategic policies adopted by governments to attract and regulate overseas educational providers. There was also evidence of universities withdrawing from particular collaborations over time, usually because of changing regulatory or financial conditions, but also increasingly as a result of rationalisation processes emerging from institutional reviews of collaborative provision. The diversity of these partnerships highlights the need for a conceptual framework that addresses questions of motivation and strategic alignment in a way that is useful for institutions involved in TNE. The diversity evident within contemporary TNE is not easily contained within existing typologies, because the boundaries between delivery modes and contractual arrangements are growing blurred and because contemporary TNE partnerships are very multidimensional, involving teaching, capacity building and research in diverse blends. Any new framework must have sufficient flexibility to allow for the shifts observed in TNE, while permitting the identification and comparison of different strategic positions.
The LinkedIn case studies also suggest that, while the initial aims of a partnership may drive the form of the partnership at the outset of the relationship, few partnerships remain unchanged over their lifetime. We found limited predictive power in the original drivers for creating TNE partnerships in terms of understanding their current forms. Although our analysis reflected the range of factors considered by institutions in entering into partnerships, including cost, market reach and the promotion of their global brand through wider marketing and connection to highly ranked overseas institutions, other benefits emerged as being significant in encouraging institutions to undertake partnerships. These include the possibility of internationalising the home campus (e.g., the recruitment of international staff and students and the revision of the home curricula) and the possibilities for research collaboration with academic staff overseas or access to new customers for research. Regardless of the initial aims of a TNE partnership, there is clear evidence that external context can drive significant change in the form and content of any partnership during its lifetime or restrict activity to the extent that termination is the only option.
The 29 LinkedIn case studies also highlight the need for a shift away from an Anglo-centric view of the world. The high status of several of the 'importing' public universities involved in these partnerships challenges the applicability of a paternalistic growth model, in which 'new' higher education markets depend on established providers in the United Kingdom, United States or Australia to develop their quality and capacity. It is increasingly clear that heavy investment by state and private providers in many Asian countries has shifted this balance of power. There is also an emerging picture of secondary exports, where importing institutions are replicating their activities in other global regions without any significant additional input from their partners. Importing institutions thus become exporters of the collaborative product to third markets.
The focus of quality assurance bodies on TNE has had an impact, as has increasing attention to international ranking systems. There are increasing pressures on exporting institutions to maintain high quality in overseas programmes, in order not to damage the university's global brand, but the costs of doing so are high. Quality assurance processes additionally require constant review of curricula and student support systems, while there is a steady drive towards greater cost effectiveness as the partnership becomes embedded. Quality assurance costs may encourage institutions to extract greater value from selected existing partnerships and reduce the overall number. While institutions previously replicated popular activities at a range of sites with an importing partner at each site, the need for greater value from partnerships should predict the multiplication of activities at each site, either through the involvement of more than one faculty or discipline (replicating the institution itself rather than a single activity) or through other kinds of activity including research.
There is also evidence of centralisation of the oversight of TNE, which may explain the pattern of rationalisation in our sample. Rationalisation activities do not, however, predict the emergence of a homogenous TNE market. The establishment of branch campuses that replicate an institution in an overseas location are a stark contrast to partnerships between specialist institutions aimed at producing worldclass research and teaching in a particular field; the latter partnerships are redesigned to become deeper rather than wider, adding value to the home campus through collaboration. Rationalisation calls for a greater return on resources going into the partnerships, but is not predictive of the form of return.
Results from The Second Phase
Using inductive analysis of the wider set of 57 case studies, we identified three principal dimensions upon which contemporary transnational educational partnerships can be situated. They reflect the 'regional status' of partnerships, the relative positions of teaching and research and the degree of disciplinary specialism. These three dimensions allow us to more completely conceptualise the most distinctive directions of contemporary TNE partnerships (see Figure 1) . Unlike the existing typologies described above, which concentrate on the location of students and staff and the delivery channels for teaching, our framework draws instead upon the priorities identified in the LinkedIn case studies. The adoption of these spectrums allows recent change in individual partnerships, and in broader trends, to be mapped Nigel Healey and Lucy Michael Analysing Transnational Education more precisely. Further, understanding these spectrums may allow institutions to identify the position of their partnership arrangements and plan future developments with greater clarity.
Spectrum 1: Regional access partnerships and stand-alone outposts
In establishing a transnational partnership, an important consideration is the breadth of the target student market. Restrictions on recruitment can mean that universities are unable to access students with particular qualifications (e.g., China's tier quota system precludes institutions not approved by the Ministry of Education from recruiting students though the 'gao kao' national entrance examination system) or unable to recruit because of citizenship or residency criteria. National policy can determine whether a transnational partnership has the potential to provide 'regional access', recruiting students internationally from countries across the region (e.g., East Asia), or whether it can only serve a very specific local market in a particular context. This spectrum is defined by the geographical and strategic position of the host institution rather than the number or type of partners, to reflect the multiple and overlapping nature of TNE partnerships in established TNE markets.
The clearest examples of regional access partnerships are the IBCs established by Royal Melbourne Institute of Technology, Vietnam, and University of Nottingham, Malaysia. As well as recruiting from a large domestic market, they recruit students from overseas who want to study in the region. The University of Nottingham, for example, recruits globally to its Malaysia campus; however, it is worth noting that much smaller numbers of overseas students are attracted to its Ningbo campus, where the population is 94% Chinese.
There is clear evidence reported in the case studies of Malaysian efforts to establish public universities (as well as private universities) within a state-supported hub for TNE, facilitating student recruitment from across the region and assuring quality and low-cost education relative to other locations. Malaysian universities are, for the most part, well-established institutions, providing a full range of disciplines in teaching and research, sometimes with a reputation that exceeds those of their exporting partners.
However, it is the cost comparator that draws students to Malaysia for a low-cost UK degree: students pay considerably lower costs as international students in
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Malaysia than they would in the United Kingdom, for example, even for equivalent degrees. It is unsurprising then that UK partners exporting to Malaysian universities report low numbers of students following in-built degree transfer routes to the UK institution. This is true not only in Malaysian partnerships, but also in partnerships in other regions where lower cost is one of the key attractions for students seeking a UK degree.
At the opposite end of this spectrum, we find partnerships that are so restricted in their form and reach that they can only act as stand-alone outposts for exporting institutions. 'Flying faculty' programmes popular in Hong Kong, exemplified by the University of Salford -LiPACE Open University of Hong Kong partnershipare restricted in their recruitment because students must meet residency requirements to qualify for admission. The large potential Chinese market is therefore inaccessible.
Flexibility in recruitment is minimal in these partnerships. The structure within which these partnerships are contained, filling specific identified gaps in provision in designated partnership centres with state approval, simultaneously leaves overseas universities unable to significantly change the form of their partnerships. Growth is achieved primarily through the multiplication of programmes offered. It is common in this subset of the sample to see universities having multiple partners in the same country, as with Bolton, Anglia Ruskin, Manchester, Uclan and the University of Wales across Malaysia and Singapore, and London Metropolitan University in China. Almost all of these partnerships are discipline-specific and restricted by the host institution's mission, status and size.
A middle ground is exemplified by the move by Wolverhampton and TEG International College in Singapore to expand an existing partnership into Vietnam, and by the arrangement allowing the Asia Pacific Institute of Information Technology to offer Staffordshire University degrees in both its Sri Lanka and India campuses. Both are notably also discipline-specific.
Spectrum 2: Subject specialism versus multidisciplinary partnerships
A significant number of the QAA reviews analysed refer to the rationalisation of TNE partnerships by UK institutions, with an observed preference to move towards smaller numbers of partnerships that involve a wider range of activities. While this may be possible and desirable in partnerships in regions where the cost of a UK, Australian or US education (or access to these countries) may be restrictive for local students, other drivers for TNE such as capacity-building or research collaboration may favour specialisation. Some universities have also sought to reduce the number of partnerships that might damage institutional reputation because of external risk or internal failure to manage a multiplicity of partnerships simultaneously. Institutional 'root and branch' reviews have therefore favoured concentration on particular activities that can be replicated easily with a small number of Nigel Healey and Lucy Michael Analysing Transnational Education providers with high levels of quality assurance, or smaller numbers of wide-ranging institutional partnerships in which quality processes can be replicated across disciplinary boundaries.
This spectrum ranges from partnerships with a single discipline and intensive multiplication of activities through partnerships involving several disciplines to partnerships that replicate a very wide range of the activities of the exporting institution. We expect to find at the specialist end of this spectrum institutions that prioritise research collaborations, establishing access to a particular region and building up postgraduate research training and, at the other end, a large number of institutions each offering undergraduate or taught postgraduate degrees in a range of disciplines.
Whole-institution replicability creates greater opportunities for staff secondments, development exchanges or employment of local staff trained by the exporting institution, as well as research collaboration, but reduces flexibility in the market more generally. The significant expansion of the subject areas popular in TNE across a very wide range of disciplines makes these partnerships possible and desirable, although business, finance, computing and engineering remain the most popular areas of study.
'Flying faculty' MBAs and postgraduate business education have long been popular, and continue to be so, being easily replicated in different regions. These include the 'MBA Plus' programmes taught by Northampton Business School and University of Leicester. These partnerships are easily housed within one faculty or department at the exporting institution and business schools continue to be active in pursuing these kinds of partnerships. Single discipline or single department partnerships are, however, to be found in almost every discipline in our study, including law, engineering, art business, radiography and across the liberal arts.
Specialisms also allow partnership with private providers outside the higher education sector and greater flexibility in changing labour markets. There is evidence of exporting universities maintaining partnerships with several private specialist providers in the same region simultaneously. However, the flying faculty model draws heavily on staff time at the exporting institution, as well as decreasing the likelihood of research collaborations with each partner institution as the number of sites grow.
The findings of our analysis show that specialism by discipline (or single faculty partnerships) is not necessarily related to research, postgraduate supervision or greater contact with the expert staff at the exporting institution. This is a surprising finding. Of the 28 QAA-reviewed institutional partnerships 19 concerned specialisation by discipline. However, only nine of these involved direct teaching through flying faculty or joint award arrangements, and another six offered the option to transfer to the United Kingdom during studies. Only three of the partnerships involved research collaboration and two related to government capacity-building in nominated areas (technology in Singapore and teacher training in Malaysia).
Of the 29 case studies we collected, 14 concerned specialisation, but of these only 6 involved direct teaching (all 'flying faculty') and 2 offered transfer options. Only two of the partnerships included postgraduate research supervision and only two demonstrated any collaboration in research. Just two of the specialist partnerships were initiated by government invitation (Westminster University in Tashkent and the Asia-Pacific Institute of Information Technology partnership with Staffordshire University). Specialisation does not therefore appear to be particularly related to the development of added value in partnerships.
Along the spectrum we note the popularity of partnerships involving business studies and another faculty of the exporting university. Teesside University's partnership with Prague College includes management, business and finance, but also graphic design, media and computing, with research collaboration between Teesside University's School of Art and New Media and Prague College. The Middlesex-Mykolas Romeris partnership similarly involves two distinct faculties, Business and Media.
The specialism of the importing institution can restrict the possibility for multidisciplinary partnerships. This is the case with the Malaysian Allied Health Sciences Academy, Da Vinci Institute for Technology Management or Dongbei University of Finance and Economics. However, it is not true for all cases, as the Harper AdamsBeijing University of Agriculture partnership illustrates, involving the areas of food science, retail management and international business.
New ventures exemplify both ends of the spectrum. The DBA programme at Durham University has been the foundation for a joint research centre with Fudan University in China, but with no expansion of teaching activities from Durham. Xi'an Jiaotong-Liverpool University reflects institutional replication much more closely and already has 26 joint undergraduate awards in business, engineering, science and culture, planning to add law, public health, demography and Chinese studies by 2016.
However, these cases demonstrate that recent wider partnerships across several disciplines are much more likely to produce significant research collaborations. Nonspecialist partnerships in the QAA reviews were just slightly more likely to have planned or produced research collaborations than specialist, although few partnerships in the QAA reviews involved any research at all. The LinkedIn sample, which include more recent arrangements, show that two-thirds of the non-specialist partnerships have research collaborations, compared with just 1 in 14 of the specialist partnerships.
Spectrum 3: Research-led and teaching-led partnerships
Existing typologies are silent on the role of research in TNE partnerships, although it is clear that the reputation of universities in relation to research is used to good effect in accessing overseas student markets and recruiting partners of good reputation. However, in recent years, universities have sought to demonstrate international Nigel Healey and Lucy Michael Analysing Transnational Education impact through research collaboration and dissemination. This is a significant way in which exporting universities can increase the value of their existing partnerships. There is also evidence of pressure on universities importing TNE to use those partnerships to increase their own research capacity. Either party may propose or determine the importance of research collaboration in their working arrangements, but it requires considerable investment on the part of both institutions.
In creating this spectrum, we seek to investigate the ways in which research-led partnerships and teaching-led partnerships differ in their form and content and the ways in which these serve all of the aims of the partners. This spectrum is, at one end, characterised by those partnerships that have as their main aim the creation of a sustainable research grouping, which determines all associated activities and, at the other, is characterised by partnerships in which research is not a priority.
There was little evidence of research collaboration in the 28 QAA reports. Just 6 of the 28 UK institutions stated research to be a focus of their activities, aimed for the venture to be research-led or had undertaken significant institutional research collaboration. All six were partnerships with public universities in China and only one of these was directly related to doctoral awards, with the creation of a joint Centre for Finance Research in 2010 at Fudan from Durham University's 2007 partnership on DBA provision. In contrast, the LinkedIn sample shows how important research had become by mid-2013. Thirteen of the 29 institutions referred to research collaborations in their descriptions of activity and most showed evidence of ongoing work in this area. The majority (nine) of the host institutions operate within the public sector. But there is no direct link between research collaborations and teaching arrangements. Only four of these partnerships included postgraduate research supervision and awards.
The middle ground differentiates between branch campuses, where research forms a key part of activities, but follows from the primary economic activity of teaching, and 'flying faculty' partnerships like that of the University of Salford at Open University Hong Kong, where research activities also follow teaching activities and are facilitated by staff travel. The key difference is that branch campuses such as University of Nottingham Ningbo explicitly aim to build research capacity to address the region's needs, and establish a range of research bases attracting research funding, knowledge transfer partnerships and large numbers of doctoral students. Despite the importance of teaching in both modes, they are therefore positioned separately on the spectrum since research forms a primary activity at UNNC and a secondary activity in the Salford-Open University partnership.
At the 'research-led' end of the spectrum is the partnership between the SinoBritish University College Shanghai and the Northern Consortium UK, which has facilitated the establishment of joint research centres between UK partners and Chinese partners and hosts staff from UK universities at the campus. Joint research centres with high status partners are favoured at the Universiti Teknologi Malaysia (UTM), which hosts the Oxford-UTM Strategic Alliance for Industrial and Applied Mathematics and BLOSSOMS in collaboration with the Massachusetts Institute of Technology, as well as the Malaysia-Japan International Institute of Technology, designed to stimulate travel and collaboration between 22 Japanese universities and UTM.
The research spectrum thus highlights significant changes in the relative power positions of partner institutions. Even here the paternalistic growth model that was central to thinking on TNE partnerships is disrupted as elite universities seek to match their resources with similar partners (e.g., Durham-Fudan) not just to increase their research capacity in methodological or resource terms, but to increase their capacity for dissemination and recognition.
Universities that seek to build research collaborations through teaching-led partnerships need to consider their strategy carefully. There is evidence of institutional relationships being established with no clear vision for research collaboration, despite these being clearly stated secondary aims of the partnership. Minimal investment or institutional guidance for academic staff involved in the day-to-day work of these partnerships is insufficient to create strong research relationships. The evidence from the case studies shows that research-led partnerships require careful planning and very considerable investment.
Using this spectrum to view partnership activities can highlight good practice applicable to all partnerships. Rather than seeing forms of TNE as driving requirements for sustainable planning and risk assessment, the case studies suggest that there is transferable good practice to be identified. As an example, the framing of partnerships in terms of their capacity to produce something unique is evident in those collaborations that are research-led, but less frequently in those at the other end of the spectrum. Achieving a unique product gives priority to communication, development and review processes within partnership arrangements, shifting the focus away from a risk-averse ethos, which emphasises continuity of form and function. Case descriptors from our studies suggest that such a shift could also be usefully pursued even in those partnerships that focus on or prioritise teaching where partners are seeking greater yield from their investments.
Using the spectrums
The purpose of collecting and analysing new case studies from the LinkedIn community was to facilitate the construction of a new conceptual framework for the mapping of movement in the TNE sector. Using cluster analysis, we have mapped out the indicative forms of partnerships from the LinkedIn and QAA samples, based on the spectrums outlined above. These do not constitute a quantitative measurement, but a representation of the exploration of innovation and change across the sector. Institutions involved in TNE will, nonetheless, be able to position their partnerships by considering performance and direction against the three spectrums (see Table 4 ). Table 4 Mapping the case studies onto the three spectrums
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The reason for adopting spectrums rather than categories was to ensure that our analysis would not limit future movement to a specific set of values, but allow them to vary infinitely; the positions are relative rather than absolute. There is also nothing normative about the positions of institutions on the spectrums, since they reflect past or present strategic directions and the speed of change at some institutions will be faster than at others depending on available resources, existing contractual obligations and overseas demand for existing products.
The proposed framework thus facilitates comparison between institutions on the basis of strategic alignment and future competition and reflects how these can emerge with different forms of activity. The shape of partnerships is likely to continue to involve different categories of activity. Scholars in this field may even choose to use the spectrums to overlay other types of classifications, with the shape of partnerships reflecting a second-order arrangement.
In setting out the directions of collaboration as we have, we argue that universities should give more weight to consideration of their position on these spectrums in relation to their disciplinary and institutional missions. We have sought to provide a more useful conceptual tool for universities as the sector increasingly experiences pressures to rationalise, centralise and innovate. The framework, unlike the typologies we discussed previously, is much better fitted to making strategic choices about how to develop partnerships, which align with the university's overall mission. It should also aid scholars in understanding and mapping changes in the direction of TNE development over time.
Conclusions
This paper explores the changing landscape of TNE, highlighting the growing complexity and multidimensionality of TNE partnerships. The blurring of forms of TNE provision is emerging as a real challenge to mapping and understanding change in this area, in particular because existing typologies focus on the specific form or mode of delivery of the provision.
Using descriptive case studies and QAA reports, we identified the most important features of a sample of approximately 60 partnerships and, from this analysis, developed three spectrums to facilitate the mapping of contemporary TNE activities. These relate to the nature of the target student population (local or regional), the degree of specialisation in the qualifications offered (single or multidisciplinary) and the relative importance of teaching vs research. These spectrums offer a new tool by which institutions and researchers can analyse and plan transnational partnership development.
